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ABSTRACT 

This instructor guide for a unit on entrepreneurship 
potential in the PACE (Program for Acquiring Competence in 
Entrepreneurship) curriculum includes the full text of the student 
module and lesson plans, instructional suggestions, and other teacher 
resources. The competencies that are incorporated into this module 
are at Level 1 of learning — understanding the creation and operation 
of a business. Included in the instructor's guide are the following: 
unit objectives, guidelines for using PACE, lists of teaching 
suggestions for each unit ob j ect ive/subob j ect ive , model assessment 
responses, and overview of the three levels of the PACE program* The 
following materials are contained in the student guide: activities to ; 
be completed in preparation for the unit, unit objectives,, student.:;;-..;^ 
reading materials, individual and group learning activities , r case 
study^ discussion questions, assessment questions, and references 
Among the topics discussed in the unit are the following: what ^\vrVv- : . 
entrepreneurship is, how entrepreneurship benefits the economy, , 
whether entrepreneurship can be learned, how people's needs relate to w-s 
entrepreneurship, what entrepreneurship is about, characteristics of 
successful entrepreneurs, aptitudes/skills needed by entrepreneurs, 
ways of learning about owning a business, advantages and 
disadvantages of being an employee, advantages and disadvantages of - 
self -employment, and the importance of goal setting, and 
self-assessment as steps toward entrepreneurship. (MN) 
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Objectives: 



Define entrepreneurship. 



"PERMISSION TO REPRODUCE THIS 
MATERIAL HAS BEEN GRANTED BY 



TO THE EDUCATIONAL RESOURCES 
INFORMATION CENTER (ERIC)." 



• Identify characteristics, aptitudes, and skills of suc- 
cessful entrepreneurs. 

• Describe careers you would like to be involved in dur- 
ing your lifetime. 

• Compare the advantages of owning a business versus 
working for someone. 

• Establish the importance of setting goals. 

• Assess your aptitudes and skills. 

• Assess your potential to become an entrepreneur. 



Unit 1 

Your Potential as an 
Entrepreneur 

Level 1 

HOW TO USE PACE 

• Use the objectives as a pretest. If a student 
is able to meet the objectives, ask him or 
her to read and respond to the assessment 
questions in the back of the module. 

• Duplicate the glossary from the Resource 
Guide to use as a handout. 

• Use the teaching outlines provided in the 
Instructor Guide for ass *ance in focusing 
your teaching delivery. The left side of 
each outline page lists objectives with the 
corresponding headings (margin questions) 
from the unit. Space is provided for you to 
add your own suggestions. Try to increase 
student involvement in as many ways as 
possible to foster an interactive learning 
process. 

• When your students are ready to do the 
Activities, assist them in selecting those 
that you feel would be the most beneficial 
to their growth in entrepreneurship. 

• Assess your students on the unit content 
when they indicate they are ready. You 
may choose written or verbal assessments 
according to the situation. Model re- 
sponses are provided for each module of 
each unit. While these are suggested 
responses, others may be equally valid. 
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Objectives 



Teaching Suggestions 



1. DEFINE ENTREPRENEURSHIP 



What is entrepreneurship? 



How does entrepreneurship benefit 
the American economy? 



Can entrepreneurship be learned? 

How do people's needs relate to 
en trepreneur sh ip? 

Is entrepreneurship only about 
profit? 

2. IDENTIFY CHARACTERISTICS, 
APTITUDES, AND SKILLS OF 
SUCCESSFUL ENTREPRENEUR 

What are the characteristics of 
successful entrepreneurs? 

What aptitudes/skills does the 
entrepreneur need? 

Why is vision important to entre- 
preneurs? 



How can you learn about owning 
a business? 



3. DESCRIBE CAREERS YOU 
WOULD LIKE TO BE IN- 
VOLVED IN DURING YOUR 
LIFETIME 

Why do people start their own 
businesses? 



The instructor should open the discussion by explaining the con- 
cepts of entrepreneurship and entrepreneur. Assess the impor- 
tance of entrepreneurship in American society. 

From a historical perspective stress the importance of entrepre- 
neurship on American society. Ask students to give examples of 
famous American entrepreneurs whose innovations became revo- 
lutionary for the American economy. 



Further previous 
examples. 



discussion by using famous entrepreneur's 



Refer to above suggestion. 



Lead students in a discussion on what motivates entrepreneurs. 
Guide the discussion toward profit motive and achievement 
needs. 



Create a chart listing characteristics of successful entrepreneurs. 
Have students comment on these characteristics. 



List aptitudes/skills of successful entrepreneurs. The instructor 
could also distribute a simple aptitude assessment tool. 

Look for articles in your local newspaper or magazines (e.g., 
INC, Entrepreneurship, Entrepreneur, Business Week, etc.) which 
present successful entrepreneurs. After you briefly present the 
article, have students identify the vision of the entrepreneur (e.g., 
introduction of a new product, attach new features to a service, 
find a niche in a competitive market for a product/service, etc.) 

Describe the methods used in learning how to become an entre- 
preneur. Have students add their own thoughts on how entrepre- 
neurs can learn more about owning a business. 



Divide the chalkboard or overhead into two columns. Help stu- 
dents list active and reactive reasons why people become entre- 
pr' neurs. Encourage creativity in adding to the list. 
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OF OWNING A BUSINESS 




VERSUS WORKING FOR 




SOMEONE 




What are the advantages of being 


Lead students in a discussion about the adva ages of working 


an employee? 


for someone else. 


VVTUof- orp th^ HicaHvantacyps of tv*~ 
W Hal dlC U1C Ulk^JYcUlUlgva ui LA/ 


Refer to above suggestion. 


ing an employee? 




What are the advantages of self- 


Continue the previous discussion by assessing advantages of self- 


cmpioyiiicni; 


employment Address the unemployment and economic cycle is- 


sues to make students understand why self-employment may be 




a soiuuon to jod and iinancidi »cwuriiy. 


What art* thi* disadvantages of self- 


Consider other macroeconomic factors previously mentioned 


employment? 


which could work against entrepreneurs. 


5. ESTABLISH THE IMPORTANCE 




OF SETTING GOALS 




Urvvi/ imrirvrtQnt is (Tn2)1 SPttinP" to 


The instructor should explain why goal setting is critical. Then 


the entrepreneur? 


students should extend the discussion and express their opinions 


on why goal setting is important to entrepreneurs. 


6. ASSESS YOUR APTITUDES 




AND SKILLS 




Why is it important to assess your 


Again, a simple self-assessment exercise would be helpful. 


characteristics antitude and skills 


Stress the imp*-, stance of self-assessment in helping individuals to 


as an entrepreneur? 


improve themselves and to reach their goals. 


7. ASSESS YOUR POTENTIAL TO 




BECOME AN EJN IKErKEfsEUK 




What are the final ingredients to 


Conclude the discussion by reviewing factors relating to success 


be an entrepreneur? 


in entrepreneurship. 



MODEL ASSESSMENT RESPONSES 



1 . Entreprene urship is the element of the American economic system that produces tomorrow's goods and ser- 
vices, in anticipation of future market needs, at some risk, and for profit to the entrepreneur. 



2. Successful entrepreneurship requires the introduction of new products and services to satisfy existing market 
9 needs or create potential new market demand. 



3. Some characteristics exhibited in many entrepreneurs are: desire to achieve, hard working, risk-taker, strong 
leadership, tough mindedness, and flexibility. 

4. Advantages of owning a business include: possibility of earning more money, independence and personal 
freedom, satisfaction of personal need to achieve recognition, ability to utilize creativity and inventiveness. 

5. Some of the disadvantages of being self-employed are: taking risks involved with running a business, 
working long hours, complying with government regulations and standard business practices, finding the 
capital to start the business, and staffing-related problems. 

6. Being an employee is advantageous because working for somebody is more often times safer than being 
self-employed. You can rely on a reasonably safe income and regular hours. Also, you are not personally 
liable for the business. Usually, you are paid for working overtime (if hourly), and have paid vacations and 
fringe benefits. 

On the other hand, there are some disadvantages of standard employment, such as restricted salary 
increases, risk of being laia off during economic recessions, mandatory retirement, etc. 

7. Goal setting provides you with both short-term and long-term guidance throughout your career. Setting 
your goals in advance will help you focus your efforts to achieve. You should modify your goals as you 
learn from your experiences and those of others. 




Program for Acguirm^ 
Competence in 9 
EntrepreneursKip 



Incorporates the needed competencies for creating and operating a small business at three levels of learning, with experiences and 
outcomes becoming progressively more advanced. 

Level 1 — Understanding the creation and operation of a business. 

Level 2 — Planning for a business in your future. 

Level 3 — Starting and managing your own business. 

Self-contained Student Modules include: specific objectives, questions supporting the objectives, complete content in form of answers 
to the questions, case studies, individual activities, group activities, module assessment references. Instructor Guides include the full text 
of each student module and lesson plans, instructional suggestions, and other resources. PACEJhird Edition, Resource Guide includes 
teaching strategies, references, glossary of terms, and a directory of entrepreneurship assistance organizations. 

For information on PACE or to order, contact the Publications Department at the 
Center on Education and Training for Employment, 1900 Kenny Road, Columbus, Ohio 43210-1090 

(614) 292-4353, (800) 848-4815. 



Support for PACE, Third Edition provided in whole or in part by: 

International Consortium for Entrepreneurship Education 

and 

International Enterprise Academy 
Center on Education and Training for Employment 
O The Ohio State University 
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The Coleman Foundation 

Center for Entrepreneurial Leadership Inc. 
Ewing Marion Kauffman Foundation 



Your Potential 
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Entrepreneur 
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YOUR POTENTIAL AS AN ENTREPRENEUR 



BEFORE YOU BEGIN . . . 

1. Consult the Resource Guide for instructions if this is your first PACE unit. 

2. Read What are the Objectives for this Unit on the following page. If you think 
you can meet these objectives now, consult your instructor. 

3. Look for these business terms as you read this unit. If you need help with the 
meanings, ask your instructor for a copy of the PACE Glossary contained in the 
Resource Guide. 

Capital 

Economy 

Entrepreneur 

Entrepreneurial aptitude/skills 

Entrepreneurship 

Marketplace 

Networking 

Technical assistance 

Vision 

Working capital 



Copyright © 1994, Center on Education and Training for Employment, 
JC The Ohio State University. All rights reserved. ( 
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YOUR POTENTIAL AS AN ENTREPRENEUR 
WHAT ARE THE OBJECTIVES FOR THIS UNIT? 

Upon completion of this unit you will be able to — 

• define entrepreneurship, 

• identify characteristics, aptitudes, and skills of successful entrepreneurs, 

• describe careers you would like to be involved in during your lifetime, 

• compare the advantages of owning a business versus working for 
someone, 

• establish the importance of setting goals, 

• assess your aptitudes and skills, and 

• assess your potential to become an entrepreneur. 



WHAT IS THIS UNIT ABOUT? 

The economy experiences growth when new 
resources, or factors of production, are put to 
work. The four basic factors of production 
are land, labor, capital and entrepreneurship. 
Just what is entrepreneurship? Do entrepre- 
neurs have special skills? What are the 
advantages of working for oneself versus 
working for someone? This unit provides 
answers to these questions and others. Most 
importantly, this unit helps you examine 
your own characteristics, aptitudes, and skills 



in order to determine your potential to 
become an entrepreneur. Finally, the impor- 
tance of goal setting is discussed. 

WHAT IS 

ENTREPRENEURSHIP? 

The word entrepreneurship comes from the 
French language and means to undertake. 
An entrepreneur in our society is an individ- 
ual who undertakes all the risks related to 
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Organize the business 
Manage the business 
Assemble the other factors of production 
Make business policy decisions 



forming and operating a small business. 
This involves performing all business func- 
tions associated with a product or service 
and includes social responsibilities and legal 
requirements. Specifically, entrepreneurs — 



is always a risk for entrepreneurs, because 
they can never be 100 percent sure about 
what the needs of the marketplace will be. 
This is why planning is very important to 
the entrepreneur. 



• organize the businesses, 

• manage the businesses, 

• assemble the other factors of production, 
and 

• make business policy decisions. 

Entrepreneurship is a special element of the 
American economic system that determines 
tomorrow's needs and produces the goods 
and services to meet those needs. Entrepre- 
neurs operate the small businesses (fewer 
than 500 employees) that employ more than 
half the workers in the United States. There 



HOW DOES ENTREPRE- 
NEURSHIP BENEFIT THE 
AMERICAN ECONOMY? 

One of the best examples of an American 
entrepreneur is the inventor Thomas Edison. 
In 1878, Edison told people he would invent 
a light that would not use gas or flame, and 
in 1879 he invented the electric light bulb. 
He put on quite a show with the first light 
bulbs. Edison developed a special electric 
generator to power 40 light bulbs that he 
strung up with copper wires around his home 
town of Menlo Park. His demonstration was 
a huge success. 
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CAN ENTREPRENEUR SHIP 
BE LEARNED? 



business, you should begin to assess your 
own potential as an entrepreneur. 



Thomas Edison was a new kind of inventor. 
He did not work alone. He believed that in- 
vention required organization and planning. 
He worked with teams of people who fol- 
lowed a coordinated plan to turn out inven- 
tions just as regularly as a factory produces 
goods. Edison learned something from each 
of his team members. There are many re- 
sources available through organizations like 
the U.S. Small Business Administration that 
will help educate the entrepreneur. There is 
much to discover. As you learn more about 
the skills and knowledge needed to run a 



HOW DO PEOPLE'S 
NEEDS RELATE TO 
ENTREPRENEURSHIP? 

Edison's first invention was a machine that 
recorded votes via telegraph. He decided to 
invent the machine when he discovered that 
it took a long time for Congressmen to count 
the votes by hand. The voting machine let 
Congressmen register votes simply by press- 
ing a button. However, Congress didn't 
"buy" his machine; they liked doing things 
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the old way. So from then on, Edison made 
sure that people really wanted his inventions 
before he spent time and money developing 
them. He invented for the marketplace. 

One of the most important elements of being 
a successful entrepreneur is the ability to 
anticipate whether or not the marketplace 
will buy a product or service. In other 
words, entrepreneurs must be able to ascer- 
tain whether or not people will buy what 
they have to sell. 

IS ENTREPRENEURSHIP 
ONLY ABOUT PROFIT? 

Because entrepreneurs must always keep in 
mind that they will fail if they do not make 
a profit, it sometimes seems that their only 
motivator is money. Just because they are 
concerned with money does not mean that 
they do not have a sociai conscience. Amer- 
ican capitalism is our country's way of sat- 
isfying everyone's basic needs for food, 
shelter, and clothing. But when these needs 
are met, people find that they also have 
other needs — that is, protection, serviceable 
roads, transportation, education, better 
health, entertainment, a better environment, 
and the list goes on and on. When these 
higher needs are expressed, entrepreneurs 
must attempt to meet them, 

The needs of the marketplace are dictated by 
the development of a nation and the prosper- 
ity of its people. Today's and tomorrow's 
entrepreneurs must anticipate changing needs 
in the marketplace if they are to be success- 
ful. And, the well being of our nation, now 



and in the future, depends on how healthy 
our economy is. 

WHAT ARE THE 
CHARACTERISTICS 
OF SUCCESSFUL 
ENTREPRENEURS? 

The common characteristics of successful 
entrepreneurs have been studied by many ex- 
perts. Some of these characteristics are as 
follows: 

• ACHIEVEMENT ORIENTED. Al- 
most without exception, successful entre- 
preneurs are highly motivated to achieve. 
They tend to be doers and are often very 
competitive. 

• HARD WORKING. Starting a business 
is hard work. Without the willingness to 
work hard, success comes very slowly, if 
at all. 

• NON-CONFORMIST. Entrepreneurs 
tend to be independent persons who want 
to set their own goals. 

• STRONG LEADERSHIP. Starting a 
small business is full of uncertainty and 
risk. To make it through these tough, 
early days, entrepreneurs must have 
strong leadership skills. 

• TOUGH MINDED. Entrepreneurs must 
be able to make and stick by decisions 
that are based on some amount of intu- 
ition. Tough-minded entrepreneurs are 
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not frightened by the unknown. They 
lead the way for the rest. 

• SELF-CONFIDENT. Entrepreneurs 
need to be self-confident in the decisions 
they make. Self-confident entrepreneurs 
feel that their decisions are probably 
right — but if not, adjustments can make 
it work. 

• RISK-TAKER. Entrepreneurs feel that 
results are controllable, not strictly up to 
chance. They must be willing to take 
"reasonable" risks. 

• FLEXIBLE. Entrepreneurs need to be 
flexible in order to meet changing goals, 
pressures, technologies, and competition. 
Entrepreneurs feel that their own flex- 
ibility will allow a chance to change 
things if decisions turn out badly. 

• GOAL-SETTER. Entrepreneurs envi- 
sion the future possibilities and recognize 
the results of today's efforts. 

• ENTHUSIASTIC. Enthusiasm helps 
successful entrepreneurs maintain the 
level of creative thinking and focused 
activity necessary to carry out goals 
successfully. 

• OPTIMISTIC. An optimistic outlook 
allows entrepreneurs to see potential 
benefits in negative situations. Entre- 
preneurs don't dwell on the negatives. 
They focus on the positive possibilities 
in every situation. 



• RESOURCEFUL. Entrepreneurs are 
able to accomplish a lot by combining 
limited resources and ingenuity. 

• INDEPENDENCE. Persons who own 
and operate their own businesses often 
are looking for the freedom to make 
their own decisions. 

Many experts quickly point out that any for- 
mula for entrepreneurial success must con- 
tain vision j or the ability to see what might 
be. In addition, owners of small businesses 
should look for opportunities to improve 
their knowledge in these specific areas: 

• Problem solving 

• Decision making 

• Human relations 

• Team building 

• Networking 

The success of any business is directly 
connected to knowledge and skills in these 
and other areas. As the marketplace contin- 
ually changes you will find that the skills 
and knowledge that will be required will 
also change. You must be alert to these 
changes. Remember, knowledge is power. 
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WHAT APTITUDES/SKILLS 
DOES THE ENTREPRENEUR 
NEED? 

Aptitudes are the natural abilities or talents 
that people have to do certain things. Some 
examples of aptitudes that entrepreneurs find 
helpful are as follows: 

• Verbal and nonverbal communication 
skills (written or spoken words or actions 
that communicate ideas, emotions, or 
events). Making a speech at a class or 
club, acting in a play, and hugging a 
friend are all methods of communication. 

• Verbal comprehension skills (understand- 
ing the meanings of ideas or emotions in 
verbal or nonverbal communication). 
Listening and reacting to a friend's 
problem, discussing politics, and trying 
to sell neighbors on your abilities to 
mow their lawns are examples of verbal 
comprehension. 

• Logic (applying reason or logic to prob- 
lems). Solving a math problem or mea- 
suring the fabric available and deciding 
if there is enough to make a skirt are 
examples of logical abilities. 

• Artistic sk ills (creativity, using artistic 
talents, using musical talents, using dra- 
matic talents). Being able to draw, write 
poetry, arrange flowers, play a musical 
instrument, take photographs, sing, or 
design an outfit are all uses of artistic 
talents. 



• Mechanical skills (understanding iela- 
tionships between parts of machines, 
making things work). Fixing the motor 
of an automobile, putting a radio back 
together, unjamming a sewing machine, 
and driving a car all use mechanical 
ability. 

• Numerical understanding (working with 
numbers). Solving math problems, 
determining how many miles a car trav- 
els per gallon of gasoline, or doubling a 
recipe to feed eight instead of four are 
examples of numerical abilities. 

• Clerical skills (arranging and recording 
number and letter combinations). Alpha- 
betizing or putting items in a special 
order, filing, typing, and word processing 
are all clerical skills. 

• Spacial understanding (understanding 
how parts of things fit together, multi- 
dimensional). Being able to put together 
a jigsaw puzzle, rearranging furniture 
attractively in a room, and putting to- 
gether a model airplane all use spacial 
understanding. 

• Physical skills (bodily strength and coor- 
dination, manual dexterity). Lifting 
weights, enjoying aerobic exercise, mov- 
ing furniture, and hanging up pictures in 
a straight line all use physical skills. 

• Organizational skills (planning, imple- 
menting, evaluating). Planning a party 
or conducting a meeting makes use of 
organizational skills. 



• Intellectual abilities (original thinking, 
seeking knowledge, thinking ahead). 
Reading a mystery novel and deciding 
M th butler did it," studying for an exam, 
and analyzing the problem in repairing a 
car are examples of using intellectual 
skilk. 

No one has all ot these aptitudes/skills, and 
no one aptitude/skill is required to be a suc- 
cessful entrepreneur. It is important for each 
would-be entrepreneur to identify his or her 
special talents and consider developing a 
business that uses these talents. Weaknesses 
a would-be entrepreneur might have can be 
supplemented by hiring others who have 
those skills and abilities, or by taking advan- 
tage of available technical assistance. 



This vision fuels the entrepreneur's passion, 
sustains optimism and energy, and provides 
a foundation on which to build. Studies 
have shown that the fastest growing busi- 
nesses are future- and goal-oriented. 

HOW CAN YOU LEARN 
ABOUT OWNING A 
BUSINESS? 

If you have decided that going into business 
is a possible career choice for you, the first 
step is to find out as much as you can about 
entrepreneurship. You can begin by looking 
around your neighborhood and investigating 
the successful and not-so-successful busi- 




WHY IS VISION 
IMPORTANT TO 
ENTREPRENEURS? 

Most entrepreneurs are visionaries, that is, 
they have the ability to see what might be. 
It is important for the entrepreneur to be 
able to identify potential business needs. 



nesses. You might ask how long they have 
been in operation. Do they seem to be 
doing well? Are they making a profit or are 
they just hanging on? 

Typically, successful entrepreneurs have had 
prior work experience. For instance, persons 
going into landscaping might have prior ex- 
perience working in a nursery where they 
learned about seeding, watering, cutting, and 
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light requirements for different types of 
plants. 

What kind of business would you like to 
own? Do you believe you have some spe- 
cial qualities or knowledge that will make 
this business a success? What are your 
reasons for wanting to go into business? 
Following are some of the reasons why 
people start their own businesses and the 
advantages and disadvantages on both sides 
of the issue to help you decide. 

WHY DO PEOPLE START 
THEIR OWN BUSINESSES? 

Noted business professor and entrepreneur 
Bill Stolze, (Startup: An Entrepreneur's 
Guide, 1992) divides the reasons people start 
a business into two broad categories. They 
are the reactive reasons and the active 
reasons. 

Reactive Reasons: 

• Promotion and Salary Policy . The entre- 
preneur wants rewards based on accomp- 
lishment not seniority. 

• Adversity . Problems experienced by the 
current employer limit future prospects 
and opportunities. Examples include 
sudden or unexpected unemployment; out 
of school; military service, or jail; and 
loss of support system due to divorce or 
death. 



• Red Tape And Politics . These are short- 
comings of all large organizations and 
are difficult for most entrepreneurs to 
accept. 

• Strong Belief in a Product or Idea . Faith 
and self-confidence are often a spring- 
board to entrepreneurship. 

Active Reasons: 

• To Be Your Own Boss . Many entrepre- 
neurs have personality traits that make it 
difficult for them to work for others. 

• Fame and Recognition . Some, but cer- 
tainly not all, entrepreneurs feel that this 
is an important reason to start a business. 

• Personal Financial Gain . Gains are po- 
tentially greater and much quicker than 
when working for someone else. On the 
other hand, the risk is also greater. 

• Joy of Winning . Entrepreneurs are the 
ultimate achievers. They like to win. 

When people consider career options 
they should recognize the option to 
create their own jobs. There are many 
paths that lead to this option. Choices 
that people often make that lead to busi- 
ness start-up are as follows: 

• To start a business right after graduating 
from high school, technical school, com- 
munity college, or a university. 
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• To start a part-time business with no in- 
tentions of ever working full-time. 

• To start a business and when it becomes 
successful, quit your present job. 

• To work for someone with the intent of 
starting your own business once you be- 
come experienced. 

• Begin a hobby that later becomes a 
business. 

• To work for an employer who later will 
sell you the business. 

• To develop your own clients while 
employed. 

• To use entrepreneurial skills to become 
a better employee. 

WHAT ARE THE 
ADVANTAGES OF 
BEING AN EMPLOYEE? 

Being employed or working for someone 
else does have some advantages. For one 
thing, it is generally safer to be a salaried 
employee. As an employee you will proba- 
bly have less personal financial responsibil- 
ity or risk. If the business has debts, you 
will not lose your personal savings — because 
you are not responsible for the debts. 
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Many employees put in regular hours and 
are paid overtime if extra work is required. 
Not all employees, of course, work regular 
hours; many put in time over and beyond the 
job's working hours. However, most em- 
ployees are guaranteed vacation time and 
such fringe benefits as life insurance and 
health plans. Generally speaking, they can 
count on a somewhat stable lifestyle. They 
have a fairly good idea of what their income 
will be. from year to year, as well as what 
the job requirements will be. 

WHAT ARE THE 
DISADVANTAGES OF 
BEING AN EMPLOYEE? 

Being a salaried employee also has dis- 
advantages. Advances in salary become 
limited. By the time many people reach the 
middle of their careers, they are at the top of 
the salary scale. In some careers, the older, 
more experienced, higher-paid employees 
may be laid off during a recession, whereas 
younger, "less-expensive" employees are 
hired. Top management personnel in the de- 
fense industry lost their jobs in the early 
1990s when their industry experienced major 
cutbacks. In industries governed by union 
contracts, all the low seniority employees 
may be laid off during a recession when 
there is not enough work. Companies may 
relocate and require employees to make job 
transfers. The concept of mandatory retire- 
ment may also be a disadvantage to the cap- 
able, if not physically young, worker. 
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WHAT ARE THE 
ADVANTAGES OF 
SELF-EMPLOYMENT? 

Self-employment has many advantages. 
The possibility of making money is an over- 
whelming reason that many people start their 
own business. There is a chance to make a 
profit while doing something you enjoy. 
Once the business has been successfully 
established, there is a degree of financial 
security. In fact, statistics show that the 
lifetime earnings of most employees are less 
than the lifetime earnings of most successful 
entrepreneurs. There is also a lot of per- 
sonal freedom that comes from being able to 
make decisions that directly affect your own 
destiny. 

WHAT ARE THE 
DISADVANTAGES OF 
SELF-EMPLOYMENT? 

If you talk to entrepreneurs in your com- 
munity, they can easily tell you some of the 
disadvantages of self-employment. The risk 
involved in owning a business may cause 
real headaches. Economic failure is, of 
course, the biggest risk of all, and is the 
greatest disadvantage of self-employment. 
Competition is another factor to consider. 
Complying with government regulations and 
standard business practices, working longer, 
unpaid hours, finding the capital to start a 
business, and staffing are other possible 
disadvantages. 



HOW IMPORTANT IS 
GOAL SETTING TO 
THE ENTREPRENEUR? 

Goal setting is important whether you de- 
cide to start your own business or to work 
for someone else. Goals serve as "light- 
houses" guiding you on your "career voy- 
age." Setting goals helps you focus your 
efforts. When determining how to invest 
your time and energy, you should always be 
working toward reaching your goals. Goal- 
directed entrepreneurs tend to be oppor- 
tunistic about how they reach their goals. 
There are several types of goals ") think 
about. 

In planning your future, you should set long- 
term goals. These goals should take 5- 10 
years to reach. An example is to manage an 
auto parts store in 5 years and own one in 
10. After setting long-term goals, you 
should set short-term goals — achievements 
that will support the long-term goals. Ac- 
complishing the short-terr/i goals results in 
reaching the long-term goals. For instance, 
in order to become a manager at an auto 
parts store, you may have to graduate from 
high school, take some business classes, and 
gain experience working as a parts sales- 
person. See Figure 1 for an example of 
long- and short-term goals. 

Both personal and career goals are impor- 
tant. Personal goals, such as conquering the 
fear of public speaking or learning how to 
write a business letter, will benefit you in 
many areas of your life regardless of what 
career you choose. But being able to do 
these things will increase your career op- 
tions. Any goal that result in personal 
improvement will pay off sooner or later. A 
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specific career goal, such as "owning my 
own restaurant," can help in making educa- 
tion and job choices. For instance, if this 
were your goal, you might decide to take 
business management and food service class- 
es at the community college and work as a 
server at a local restaurant. 

It is important to realize that as you gain life 
experiences — job, educational, and social — 
you will obtain new information about your- 
self and the world around you that will lead 
you to update and alter your goals. It is 
important to set both long-term and short- 
term goals early. Also, do not be distressed 
when you discover you have changed your 
mind and as a result you need to change 
your goals. This is natural and necessary. 

The only way to grow to your full potential 
as an entrepreneur is to set your goals high. 
Be sure, however, that your goals are realis- 
tically attainable. If your goals are impos- 
sible to achieve, you will experience unnec- 
essary disappointment. 



WHY IS IT IMPORTANT 
TO ASSESS YOUR 
CHARACTERISTICS, 
APTITUDE, AND SKILLS 
AS AN ENTREPRENEUR? 



As mentioned earlier in this unit, going into 
business for yourself has a certain amount of 
personal and professional risk. It is critical 
for the small business person to enter into 
the process with his/her eyes wide open to 
what it will take to be successful. It is help- 
ful for an entrepreneur to realistically assess 
his or her own potential to own a business. 
This knowledge about your own abilities will 
help direct the search for experience, train- 
ing, and technical support. 

The success of a business depends on how 
well the entrepreneur performs. Performance 
is a combination of abilities and skills. If 
you seem to lack any of the necessary skills 
and abilities, you should not be discouraged. 
You may be able to fill the gaps through 
either training or self-discipline. 



LONG-TERM 
GOAL 


PURCHASE MY OWN 
BUSINESS 


SHORT-TERM 
GOALS 


1. WRITE A BUSINESS PLAN 

2. SAVE MONEY FOR A DOWN PAYMENT 

3. HIRE NECESSARY STAFF 

4. LINE UP SUPPLIERS AND TECHNICAL 
ASSISTANCE 

5. OBTAIN FINANCING 

6. CONTACT REALTORS TO CHOOSE LOCATION 



Figure 1. Example of long- and short-term goals 
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However, as stated earlier, the chances of 
being successful as an entrepreneur are 
greater if skills and experiences are used. 
Starting a business in an area of interest is 
valuable for two reasons. First, the expertise 
brought to the business becomes the busi- 
ness' cornerstone. Second, because of the 
long hours often needed to manage a busi- 
ness, the entrepreneur is a step ahead if he 
or she truly enjoys what he or sV, is doing. 
Whether the business is service- or product- 
oriented, the needed energy is more easily 
generated if the work is truly a "labor of 
love." 

Self-assessment is the first and most impor- 
tant step toward owning your own business. 
It will take some time and effort on your 
part, but it will provide you with valuable 
information about what you have and what 
you need to have. 

WHAT ARE THE FINAL 
INGREDIENTS TO BE 
AN ENTREPRENEUR? 

Having the right skills, aptitudes and per- 
sonality certainly help ensure an entrepre- 
neur's success. But this is not enough. To 
get started entrepreneurs also need market- 
able ideas, opportunities to try these ideas, 
support from the right people, and money to 
finance the business. 

Every successful business starts with an idea 
for a new or improved product or service 
that satisfies a need currently unmet. Even 
if the entrepreneur is talented and has a good 
idea, he or she still has to find or make the 
opportunity to try the idea out. 



Often to get bankers, suppliers and other 
parties to take a risk on a new business idea, 
the entrepreneur may need an endorsement. 
Contacts with people who know people in 
the business community can open doors. 
Making and nurturing these contacts is 
called networking (see Unit 6 for more on 
networking). Networking can be the key to 
the continued success of the entrepreneur. 

Finally, almost every business requires capi- 
tal or investment money to get started. 
Without adequate money to invest in equip- 
ment, inventory, office space, working capi- 
tal, and so on, a business is not likely to get 
off the ground. 
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ACTIVITIES 

The following activities are designed to help 
you apply what you have learned in this 
unit. 

INDIVIDUAL ACTIVITIES 
A. 

On a sheet of paper list 10 products or ser- 
vices with which you are familiar that were 
envisioned, designed, manufactured, and 
brought to the marketplace to satisfy a spe- 
cific need. For each, tell why you think it is 
successful. 

B. 

Make a list of products you would like to 
invent and market. Give a short reason for 
each. Try to come up with at least three 
ideas. 

c. 

Do you have what it takes to be an entre- 
preneur? On a sheet of paper, skipping a 
line between each, copy the list of entre- 
preneurial characteristics presented in this 
unit. Next to each characteristic write a 
number between 1 and 4 with 1 indicating 
"most like me" and 4 indicating "least like 
me." This activity will help you understand 
your strengths as well as areas where you 
may need to seek help from others. 

O 
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GROUP ACTIVITIES 
A. 

Invite a local entrepreneur to speak to the 
class about his or her experience in starting 
their own business. If the entrepreneur has 
previously worked for someone else, ask the 
person to compare being self-employed to 
being an employee. As a class, prepare a 
list of questions to ask your guest. 

B. 

BRAINSTORMING 



Work in ueams of four to six. Each team, 
after a discussion about the business need of 
the community, will develop a report 
describing the kind of business they would 
start. Each team selects one person as the 
"owner" of the business and assigns the 
other members the task of managing specific 
functions in the business — production, sales, 
marketing, customer service, or distribution. 
The business owner asks for ideas from each 
job function manager that will improve 
chances for making a profit. Each company 
owner makes a 5-minute presentation to the 
class on the nature of the business and the 
team's ideas for making a profit. The class 
votes on the venture "most likely to 
succeed". 
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CASE STUDY 



Here is an example of how goal attainment 
helped Brian Beining become the proud 
owner of Buckeye Exterminating and Fumi- 
gation. By tracing Brian's career path one 
gains insight into the importance of goal 
setting. Brian* s interest in entomology 
began as a hobby at the age 9 and continued 
to grow throughout his high school years. 
Many of his leadership skills were learned in 
his high school vocational agriculture pro- 
gram. As an FFA member, he won numer- 
ous awards for entomology judging, com- 
munity service and parliamentary procedure. 



After completing high school, Brian worked 
for 4 years in the pest control industry. This 
additional experience gave him what he 
needed to go into to business for himself. 
When in high school, Brian did not know 
that one day he would own his own pest 
control business. However, by setting and 
completing short-term goals, he was able to 
envision opportunities that he couldn't even 
imagine at age 9. 



DISCUSSION QUESTIONS 

1. Do you think Brian had a good plan? See if you can name Brian's short- and long-term 
goals. Can you see how Brian's goals related to his plan to start his own business? Think 
of how you might use Brian's story as a model for setting your own career goals. 

2. Explain why it is helpful to use skills you currently have when establishing your long-term 
goals. 
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ASSESSMENT 

Read the following questions to check your knowledge of the topics presented in this unit. 
When you feel prepared, ask your instructor to assess your competency on them. 

1. What is entrepreneurship? 

2. How is entrepreneurship linked with the needs of the marketplace? 

3. What three types of skills are needed to run a company successfully? 

4. List four characteristics exhibited in many entrepreneurs. 

5. What are some of the advantages of owning your own business? 

6. What are some of the disadvantages of self-employment? 

7. What are some of the advantages and disadvantages of being an employee? 

8. Describe the importance of goal setting for the entrepreneur. 
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Level 1 



Unit 1. 


Your Potential as An Entrepreneur 


Unit 2. 


The Nature of the Small Business 


Unit 3. 


Business Opportunities 


Unit 4. 


Global Markets 


Unit 5. 


The Business Plan 


Unit 6. 


Help for the Entrepreneur 


Unit 7. 


Types of Ownership 


Unit 8. 


Marketing Analysis 


Unit 9. 


Location 


Unit 10. 


Pricing Strategy 


Unit 11. 


Financing the Business 


Unit 12. 


Legal Issues 


Unit 13. 


Business Management 


Unit 14. 


Human Resources 


Unit 15. 


Promotion 


Unit 16. 


Selling 


Unit 17. 


Record Keeping 


Unit 18. 


Financial Analysis 


Unit 19. 


Customer Credit 


Unit 20. 


Risk Management 


Unit 21. 


Operations 


Resource Guide 


Instructor's Guide 



Units on the above entreprcneurship topics are available at the following levels: 

* Level 1 helps you understand the creation and operation of a business 

* Level 2 prepares you to plan for a business in your future 

* Level 3 guides you in starting and managing your own business 



■ "» A 

u 4 



ERLC 



